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FEATURE: HOW LONG DO LIFE SETTLEMENT TRANSACTIONS TAKE TO
COMPLETE?

By Matt Brady

One of the inescapable facts of life settlements is that they take longer than anyone involved wants. But, according to
speakers at the recent Life Insurance Settlements Association conference in Washington, D.C., there may not be much
anyone can do about it.

AfCertain steps have to be done, 0 such as the under wri tipregder nd
of business development  and compliance issues for Orlando -based Advanced Settlements LLC.

But there are things an advisor can do to minimize the time a settlement process takes, he added. Providing a

complete file and application to a life settlement broker is an example. If do cuments are missing, or even if they are

just not current enough, #fAthat sl ows the process down. 0

There are a few reasons why files come in with incomplete or
down the path of | eastt o egseits ttahnec esoe tatnlde nternyt done with as |itt
them a while to understand that we need as much information a
I ncomplete information candét be fully evaluated bdentofHabershaher s .
Funding, LLC in Atlanta, and one of the catches is that, as more and more pieces of information come in, they can

trigger as many questions as they answer. fAAs they piecemeal
neverseenbe f ore and you have to ask about that, o he said.

David Hartman, chief operating officer of Baltimore -based Life Settlement Providers, LLC, said that, given the small

percentage of life settlements that actually go through to completion, his company may sim ply remove many
incomplete cases from consideration. #Alt slows our willingnes
he explained.

Hartman discounted the idea that technology could greatly improve the process, noting there is a lack o f established
standards for much of the data upon which

l'ife settlement pro
policy illustration, for an application, o or for a Health 1Ins
Therebés an el ement of fAhumannessodo that can affect how | ong a
aspect of that element, which often proves troublesome, is the insured, and what the insured does, or does not do,

with the policy while the sett lement process is ongoing.

Some insureds, noted Hartman, stop paying premiums before the closing, which can have a significant effect given
that a policy illustration makes assumptions about payments being made.

il dondt think itdés ddelidiAbdroat eo,fO iKi rcloynessaidown to that | ast pi
Freeman was a bit more ambivalent on the issue. He said there are insureds who try to get out from under a policy

having paid as little as possible, but they are ignorant o f what the implications of missirtr
ités deliberate that they donét pay it, o he said, #Abut itbés n
Kirby, however, argued that some of the blame also falls on life settl ement providers. For instance, the providers have

a general system of dealing with the first agent to bring in a completed policy; this causes many brokers to rush and

just get as much as they have on hand, he saibd. an hhghegeui ¢k &rl
to have incomplete informationod when trying to beat the compe

Some of these time  -related issues have also changed the way the industry works. Take life expectancy reports, for
example. Thereds | i witlelcanda to bpeea k lderexpectancy evaluation, so Kirby noted that many
brokers, himself included, have begun the process of obtaining an LE report on their own even before dealing with a
provider.

AfWebre getting pressure from the customer to get pricing as s
pressure for brokers, who may find themselves obtaining, and
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end up going herrionudggthst riyT t hr ows a | ot of garbage at wus, and s
brokerage coul d, he esti mated, spend as much as $500, 000 to ¢
Il guess is just part of doing business. 0

Some pro viders have sought to speed the process by doing their own underwriting, but Jennifer Fleming, director of
closing and funding for Atlanta -based BAC Structured Life Group LLC,

S t
assurance by using a more well know n service. AiYou can do your own und i
fi

-

day, youdre at the mercy of your funders, o0 she said.
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Fleming also touched on the human aspect in noting that insureds, at some point after the bid ding, can become a bit
unsure about someone el se owning their 1 ife i nsmanthpracessandivdm c e
the case, then you have to go and explain who you are and why

Another areaw here the inconsistency of the settlement industry can be seen is the bidding process itself. Hartman
said, Aif you have not gotten a bid from a provider and a fun
business. o

Freeman disputed that, ho  wever, saying that different business models in the provider industry mean that some

companies will take | onger to get a bid out. AThatds the most
funder/provider relationship for many companies includin g his own. A waiting period of two or three months for a bid
Afhappens all the time, 0 he added.

Given the relatively young age of the industry, many finders are new to the business themselves, pointed out Kirby,
indicating that this means that an educatio n process between providers and their funders sometimes also has to take
place.

Freeman also offered some advice based on his past experience as a broker, specifically with regards to paying the
expectations game and giving insured a realistic idea for the insured of how long the process will take and what the
result is likely to be.

Alf you set pie in the sky expectations, o0 he said, fiyoudre go
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